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their own use.
The timing of the ads is designed to coincide
with clients’ tax season visits to their CPAs. In re

PFP Division’s Public
Awareness Campaign
The PFP Division’s public awareness cam
paign is underway. Through a coordinated adver

tising campaign and public relations effort, the

division is promoting CPAs as objective and com
petent personal financial planners.
Full page copies of the ad illustrated below will

be included in the March and April issues of Money
Magazine and Sylvia Porter’s Personal Finance
Magazine. Those magazines will be available begin
ning in mid-February. The ad will also appear in the
March 9th and 28th issues of Forbes. In addition,

sponse to the ad, clients may inquire about your
firm’s PFP services. You can discuss those serv
ices with your clients either right away or in a sepa
rate meeting after April 15. Some clients may
request additional information about your PFP

services. If your firm doesn’t have its own PFP
brochures, you may want to order copies of the
pamphlet, “The CPA as Personal Financial Plan
ner” from your state society.
The division’s planned public relations activi

division members can request copies of the ad for

ties include efforts to have major newspapers and
magazines interview and quote CPAs on PFP top

You’re already seeing a CPA about your taxes.
Talk about your personal financial planning too.

on PFP topics will be distributed to national colum
nists and radio and television talk shows to encour
age them to feature PFP and to interview PFP

ics. The AICPA’s “Money Management” columns

It makes good sense.

Division members. Two minute TV segments
about CPAs as personal financial planners will be
developed for use on The Health and Home Re
port. This show is featured on over 150 cable sys
tems nationwide — reaching an estimated

3,000,000 television homes.

Executive Committee Reviews
Task Force Projects
At its November meeting in Los Angeles, the
PFP Executive Committee discussed its task

force projects, the division’s first annual meeting,
and its public awareness campaign. In addition,
Larry Hayden, executive director of the Interna
CPAs are competent and objective, and they have
always been trusted financial advisors.
CPAs are bound by a rigorous code of professional ethics.
They do not accept commissions for the sale
of products or services, such as investments or insurance.
So their loyalty is only to you.

tional Board of Standards and Practices for CFPs,
Continued on following page
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Inc. (the IBCFP) met with the committee and ex

plained the purposes, objectives, and operations
of the IBCFP
The division’s Specialization Task Force re

ported that the AICPA’s Specialization Committee
considered the PFP division’s request for a PFP
specialty designation and agreed that PFP meets
the criteria for recognition as a specialty. The Spe
cialization Committee is therefore conducting a
cost study to determine the feasibility of establish
ing a PFP specialty. The Specialization Task Force
is drafting proposed requirements for qualification

as a PFP specialist.

the AICPA’s centennial annual meeting in New
York, which will begin September 19. The division’s
annual meeting will include notable guest speakers
and two days of technical update sessions that will

qualify for CPE credit.

How About These
U.S. Savings Bonos?
By James H. Wilson, CPA, PFP Executive Committee member and
associate professor at King College, Bristol, Tennessee.

The executive committee approved, subject to

Have I got a deal for you! It is tax-sheltered,

certain revisions, the first two of three main sec
tions of the division’s Personal Financial Planning
Manual, which were prepared by the PFP Practice

pays money market rates, and is insured by the
federal government. This wonderful investment,
which sounds too good to be true yet is frequently

Task Force. Those two sections, the Management
of PFP Services and Marketing PFP Services, will

overlooked, is called a Series EE U.S. Savings
bond.

be mailed free of charge to division members in

Since November 1,1986, new Series EE bonds
held for at least five years earn interest at a rate
equal to 85 per cent of the average yield on mar
ketable five-year Treasury obligations or 6.0 per

January. The third section, technical practice aids,
will be sent to members later in the year.
The chairman of the PFP Legislation and Reg
ulation Task Force led a discussion of a draft
AICPA position paper that opposes state licensing

of personal financial planners. The paper argues
that state licensing of personal financial planners is

not needed because (1) there is insufficient evi
dence of abuse by personal financial planners and
(2) there is adequate regulation already in place.
The AICPA’s Board of Directors has subsequently
approved that position paper. A copy of the paper

will be sent to division members in January as part
of the PFP Manual.
The executive committee reviewed the PFP

Relations with CPE Task Force’s proposed PFP
national curriculum. The committee agreed that
the proposed PFP curriculum should be for
warded to the CPE division for consideration in the
national curriculum project. The PFP Relations
with CPE Task Force will review current PFP
courses offered by the CPE division to determine

if they meet the content requirements specified in
the task force’s proposed national curriculum.
The executive committee discussed the pro
posed agenda for the first PFP Division Annual
Meeting to be held September 17 and 18, 1987, in
New York. The meeting will immediately precede

cent, whichever is higher. Series EE bonds are
issued with nominal face values ranging from $50
to $10,000. The issue price of each bond is one-

half of the face value. When redeemed, however,
the face amount is ignored and the redemption

value is determined by the above calculation. Se
ries EE bonds may be redeemed six months after
purchase, but if they are redeemed before being
held for five years, they earn between 4.27 and
5.5 percent, depending upon the period held. The

purchase of Series EE bonds is limited to $30,000
face value, $15,000 issue price, each calendar
year for an individual or $60,000 face value,

$30,000 issue price, if the bond is owned jointly.

Series EE bonds can be the conservative por
tion of an older client’s portfolio. A 53 year old client
planning to retire in twelve years could invest $100

a month in series EE bonds. If he redeems one
bond a month starting with the earliest purchase,

he would receive at least $200 per bond, or more if
the computed rate for the twelve year period ex
ceeds the guaranteed 6.0 percent rate.
The taxation of these bonds is another excel
lent feature. The accrued interest is exempt from

state and local income taxes and is not subject to
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federal income tax until the bonds are redeemed.
Those tax characteristics make the bonds good
vehicles for education funding. If they are held by a
child under age 14 and not redeemed until the child
is 14 or older, the accrued interest will be taxed at

the child’s rate, not at the parent’s marginal rate.
Maybe as planners we should take another
look at Series EE bonds. They may be just the thing
to round out a client’s, or perhaps our own, savings

and investment program.

Licensing Financial Planners:
New York State
In 1986, bills requiring the licensing of financial
planners were proposed in both New York State’s
senate (S. 8790) and assembly (A. 10549). The
bills would exempt CPAs from the licensing require
ments if financial planning services are incidental

to the practice of certified public accounting (sen

ate bill) or within the usual activity of the profession
(assembly bill). The assembly bill would not permit
CPAs to use titles such as financial planner, finan

cial counselor, or similar titles that “would tend to

prospective results will be achieved. The informa

tion should also include a statement that it is for
internal use only. Reporting guidelines listed in the
Guide recommend that an accountant’s report on

prospective information for internal use only also
(1) identify the statements being reported on, (2)

expand their regulated role.”
Both bills were referred to committee for fur

describe the character of the work the accountant

ther study and were not acted upon by the end of
the session. They would have to be reintroduced in

sibility the accountant is taking.

the session beginning January 1987 before they

could be voted on.

performed and (3) describe the degree of respon
The following illustrates an accountant’s report
on prospective financial information for internal
use only:

Revised Ethics Interpretation
Prospective
Financial Information

We have assembled the presentation of pro

on

jected retirement expenses included in your per
sonal financial plan from the information you pro

vided. We have not compiled or examined the
Prospective financial information included in

presentation and express no assurance of any kind

personal financial plans is often intended for inter
nal use only or is a partial presentation of prospec

on it. Differences will probably exist between the
projection of retirement expenses included in your
plan and actual expenses, because events and cir

tive information for limited third party use. Code of

Ethics Rule 201, in addition to the Guide for Pro

cumstances frequently do not occur as expected

spective Financial Statements, provides guidance
for reporting on such information. Recently revised

and those differences may be material. The pre
sentation of projected retirement expenses is re

Interpretation 201-2 clarifies the reporting require

stricted to internal use by you and your advisers
developing your financial plan and should not be

ments of Rule 201.
Internal Use Only. Prospective financial state
ments and partial presentation of prospective fi

nancial information included in personal financial

plans may be intended for internal use only and will
not be, or cannot reasonably be expected to be,
used by third parties. If a CPA’s name is not associ
ated with an internal use only prospective financial
statement, no CPA’s report is required. The inter

shown to a third party for any purpose.
Partial Presentations. A personal financial
plan may contain partial presentations of prospec
tive financial information that are, or reasonably

might be, expected to be used by a third party.
Interpretation 201-2 indicates that a CPA associ

pretation states that if a CPA’s name is associated
with such information, the CPA’s report should in

ated with such partial presentations should dis
close(1) the character of the work he or she did, (2)
the degree of responsibility assumed, and (3) the

clude a disclaimer regarding any inference that the

major assumptions used in the preparation of the
Continued on following page
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prospective information. The CPA should also in
clude a disclaimer regarding any inference that the
prospective results will be achieved. The AICPA’s

to their state society’s newsletter or journal. Many
states also hold PFP conferences or are planning
to do so. Several states indicated that determining

Guide for Prospective Financial Statements does
not include reporting guidelines for partial presen

the right level to present conference material is a
problem. Participants typically have varied

tations, but indicates that partial presentations are
not ordinarily appropriate for general use. Limited

amounts of experience in PFP They were also con
cerned that conference material not be too basic.
One suggested solution was to have concurrent

third party use would be suitable. The Guide
therefore states that partial presentations should

include a description of their purpose and any lim
itations on their usefulness.
The following illustrates an accountant’s report
on a partial presentation of prospective informa
tion for limited third party use:
We have assembled the presentation of pro

conference sessions on intermediate and ad
vanced levels, taking care to describe both levels
adequately in the participants’ conference mate

rials. Another approach is to hold an advanced

level PFP conference, which at least one state
plans to do.
Several chairmen reported on successful
roundtable discussions that their committees hold

jected retirement expenses included in your per
sonal financial plan based on information you pro

periodically. To encourage meaningful discussion,

vided. We have not compiled or examined the

some committees provide members with agendas
and background articles and information prior to

presentation and express no assurance of any kind

the meeting.

on it. Differences will probably exist between the

Another concern that state committees are

projection of retirement expenses included in your
plan and actual expenses, because events and cir

addressing is how to communicate to clients that
CPAs provide PFP services. If their state society

cumstances frequently do not occur as expected

has a newsletter that is distributed to the business

and those differences may be material. The pre
sentation of projected retirement expenses has

community, some committees are writing PFP arti

been prepared for use in the development and

speakers bureaus and lists of CPAs specially
qualified to address groups on various PFP topics.
Several committee chairmen expressed a de

cles for it. Some committees have developed PFP

implementation of your personal financial plan and

should not be used for any other purpose.
The above report assumes that major assump

tions underlying the prospective information are

included in footnotes or narrative accompanying

the presentation of projected retirement ex

sire for more frequent exchange of information
among the state PFP committees. They sug
gested quarterly mailings of state activities to sup

plement the annual roundtable.

penses. If not, the major assumptions should be

DeLIvering Cost Effective
Personal Financial
Planning Services*

listed in the accountant's report.

State Society PFP Committee
Roundtable
The AICPA PFP Executive Committee hosted

By Dr. W. Thomas Porter, PFP Executive Committee member and
executive vice-president of Rainier Bank.

the second annual state society PFP committee

Personal financial planning services can be

roundtable in Las Vegas on December 3. The
roundtable provides an opportunity for the
AICPA’s PFP Division and the PFP committees of

delivered by four different but interrelated
approaches:
■ A do-it-yourself approach including educational materials,

the state societies to share information about their

objectives, recent activities, and plans. Represen
tatives of twenty-six state society PFP commit
tees participated in the meeting.
Discussions indicated that the primary focus
of most state committees is to provide oppor
tunities for state society members to increase and
update their PFP expertise. Consequently, numer

structured worksheets, and software.

■ Seminars.
■ Computer-assisted individual analysis with limited profes
sional involvement.
■ Highly personalized individual analysis and counseling.
These approaches have the following trade

offs that relate to client needs:

ous committees regularly contribute PFP articles

AICPA
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□ Customizing or personalizing the services to the individ
ual’s situation.

TABLE 1

□ Time commitment by the client.

Task

Time
in Hours

Avg. Billing
Rate Per Hr.

Total

Completion of data
questionnaire

Clientprepared

—

—

.5

$ 30

$ 15

Some CPAs are offering most if not all of the
services. For example, Touche Ross
□ Has published the Touche Ross Guide to Personal Financial
Management for do-it-yourself analysis.

□ Conducts seminars for a fee for executives and
professionals.
□ Provides personalized plans using computer-based anal
yses and customized reporting.
Many CPAs are involved in providing the last

two PFP services to their clients: computer-

Reviewing questionnaire
for completeness and
reasonableness

Input of data for
computer analysis

1.0

$ 30

$ 30

Computer

—

—

Review of output and
preparation of
recommendations

1.0

$100

$100

Meeting with client to
review recommendations

1.0

$100

$100

Analysis

assisted plans and highly personalized counseling.

$245

In providing those services, however, firms face
competition from financial services organizations
such as banks, brokerage houses, and insurance
companies who also see tremendous oppor

(rounded)

$250

Personalized Plans. One reads about fees of sev

tunities. For example, Rainier Bank, a large Pacific

eral thousand dollars for personalized plans. Some
firms do realize such fees. It has been my experi

Northwest regional bank, provides personalized
PFP through its Private Banking Division for high

ence, however, that clients will be more willing to

income, high net worth individuals. It offers a com

and the client can choose the services he or she

puter-assisted Personal Financial Review for mid

dle market, emerging affluent individuals for sev

wants. This can be accomplished by offering the
client an initial, basic PFP package that is limited to

eral hundred dollars, and sells the Rainier Guide to

an overview of general matters.This approach will

Personal Financial Management, a private label of

allow you to price the initial engagement consider

The Touche Ross Guide. Merrill Lynch provides the
Personal Financial Pathfinder for several hundred

ably lower than the price of a comprehensive per
sonal financial plan. It is one way to offer a fee and

dollars. These cost-effective plans have been sys
tem engineered from the data collection phase
right through report preparation.

scope of service that is reasonable and accept

To compete in the emerging PFP arena, CPAs
also have to develop cost-effective methods to de
liver PFP services.

can request additional services in PFP areas of
special concern. I suggest determining a fee for

pay such fees if the PFP process is segmented

able to both you and your client. After the client

reviews the results of this initial analysis, he or she

the initial PFP package, as illustrated in Table 2,
and then discussing fees about additional services
when reviewing the initial analysis with the client.

Fee Determination
The following tables illustrate how a firm can

determine the price of its PFP products after it has
engineered a system to efficiently deliver the serv

ice and determined how much time each step of
the process will take. For illustrative purposes, the
billing rates in Tables 1 and 2 assume an average
hourly rate for the following professional levels:
■ $100 for a senior professional, such as a partner or manager.

■ $50 for a professional with 3 to 5 years of experience.
■ $30 for a paraprofessional or entry level professional.
■ $20 for a clerical employee.

TABLE 2
Task

Initial interview
Completion of data
questionnaire

Review of questionnaire

plan. Based on the time assumptions in the table
and the assumed average billing rates, the price of
a typical, computer-assisted plan would be about

1

Client

Avg. Billing
Rate Per Hr.

Total

$100

$100

—

—

.5

$ 50

$ 25

1.0

$ 30

$ 30

Computer

—

—

Review of analysis and
preparation of
recommendations

2.0
1.0

$ 50
$100

Word processing of report

2.0

$ 20

$ 40

Meeting with client to
review report

1.0

$100

$100

Data input
Analysis

Computer-Assisted Plans. Table 1 illustrates how a
firm can determine its fee for a computer-assisted

Time
in Hours

$100
$100

$495

(rounded)

$250.

$200

$500

Continued on following page
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In the meeting to review the initial analysis and

countant will inform the client of any such matters

recommendations, you typically find that the
client sees the value of additional data and product
analysis in areas of key concerns, such as tax

that come to his attention.
As discussed in the article on the accountant’s
report, if the report on the personal financial state

reduction, educational financing, investment re
positioning, retirement analysis, and estate plan

ments will conform to the requirements of SSARS
6, then the understanding with the client should

ning. You then discuss with the client the additional

establish that (1) the financial statements will be
used solely to assist the client and the client’s ad

fees involved. I have found that the client, seeing
the value in the additional services to be per

formed, will choose to have the additional services
at the fees quoted. This fee approach is important
because
■ It gets the job underway without fee problems. A price of
several hundred dollars is reasonable to most people who
desire personalized services. My rule of thumb is initial pric
ing should not exceed 1% of the client’s income. I find that

several hundred dollars fits this rule of thumb for individuals

in the emerging affluent market where personalized PFP
services are appropriate.

■ It prevents billing surprises. You quote a reasonable fee at the
outset and charge for it. You quote a reasonable additional fee
for additional work and charge for it. The client doesn’t get
billed a total fee of several thousand dollars without knowing

the value of the services received.
■ It gives the client a choice of what additional work should be

performed and some idea of the cost and benefit of the

additional work.
*Adapted with permission from two articles in the Washington Society
of CPAs' newsletter, The Washington CPA.

visers to develop the client’s personal financial ob
jectives and (2) they will not be used to obtain
credit or for any purpose other than developing
those objectives.

Accountants differ among themselves on
whether an understanding with a client about a
PFP engagement should be in writing. Because
PFP engagements can vary from consultation on a

single issue to a fully implemented personal finan
cial plan, many CPAs are enthusiastic about using
written engagement letters. They believe engage
ment letters describing the services to be per

formed help avoid misunderstandings with clients
and document compliance with the applicable

SSARS. PFP engagement letters can clarify

■ The material the client will provide.
■ The nature and limitations of the services the accountant will
provide.
■ The intended use of the personal financial statements.

■ The responsibility assumed by the accountant.
■ A description of the report the accountant expects to render.
The following illustrative engagement letter is
nonauthoritative and is only one of many possible
ways to organize and word engagement letters. It
is based on a letter developed by Mayer Hoffman

Engagement Letters for
Personal Financial Planning
Services

McCann.
Most attorneys agree that properly prepared

As discussed in an article in the Fall issue of

engagement letters reduce the risks of being held

THE PLANNER entitled “The Accountant’s Re
port on Personal Financial Statements," un
audited financial statements included in personal

liable for omitted procedures that the CPA did not
agree to perform. One attorney stated that, to the

financial plans should conform to the requirements
of either SSARS 1 or 6. Both of those statements

the intent of the parties, they’re the greatest lia

require the accountant to establish an under
standing about the engagement with the client,

preferably in writing.
If the accountant will issue a compilation report

on the personal financial statements in accor

extent the engagement letter clearly expresses

bility hedge you can find.
The paragraphs enclosed in the boxes suggest
alternative wording depending upon which
SSARS standard applies. Box 1 describes the un
derstanding with a client required in SSARS 1 and
would be included in an engagement letter if the

dance with SSARS 1, then the understanding with
the client should include a description of the nature

accountant's report on the personal financial

and limitations of the services to be performed and
a description of the accountant’s report to be ren

will conform to SSARS 1. If the accountant plans
to issue a report conforming to the requirements of

dered. The understanding should also provide that
the engagement cannot be relied upon to discover

SSARS 6, the Box 2 paragraph could be used to
describe the understanding with a client required

errors, irregularities, or illegal acts, but that the ac

by SSARS 6.

statements prepared during the PFP engagement

AICPA
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If used as an engagement letter, the letter, in
cluding one of the boxed paragraphs, should be
modified to describe the understanding with the
client about the type of PFP engagement to be
performed.

Engagement Letter For
Personal Financial Planning
Engagements

Box 1
(SSARS 1 language—alternative 1)
It is understood that the nature of a compiled financial
statement prepared for inclusion in your personal financial
plan shall be in accordance with certain professional criteria
of the American Institute of Certified Public Accountants,
which provide that:

1. A compilation of a statement of financial condition is
limited to presenting in the form of a financial state
ment information that is the representation of the
individuals whose financial statements are presented.
We will not audit or review the statement of financial
condition and, accordingly, will not express an opinion
or any other form of assurance on it.

Dear
We look forward to working with you on the development of
your personal financial plan. Though the financial planning
process is complex and unending, the personal rewards are
worthwhile if the process is efficiently executed. This letter
highlights the activities involved in developing, implementing,
and maintaining your financial plan. The planning process will
be divided into two phases.

2. Our report on your statement of financial condition,
which will omit an estimate of income taxes on the
differences between the estimated current values of
assetsand the estimated current amounts of liabilities
and their tax bases, will include an additional para
graph stating that this estimate is omitted. Due to the
significance and pervasiveness of this omission, users
of the financial statement might reach different con
clusions about your financial condition if they had
access to a statement of financial condition prepared
in conformity with generally accepted accounting
principles.

Phase I
The initial phase consists of a series of interviews and
questionnaires to accumulate and organize the facts about your
current financial status and your financial goals.
After that data is assembled and analyzed, you will receive
a personal Financial Planning Portfolio. The portfolio will con
solidate your financial information and provide a central place
foryou to assemble the results of the financial planning process.
Your planning portfolio will include a Financial and Tax Profile,
an Annual Planning Analysis and an Implementation Plan.
Phase I will conclude with a presentation and discussion of
your Financial Planning Portfolio. At that discussion, we will
develop an action plan, including both suggestions from the
Annual Planning Analysis and ideas generated during the dis
cussions. Your Implementation Plan will provide an outline for
prioritizing your planning decisions.

3. Because your statement of financial condition will
omit substantially all disclosures, our report on it will
include an additional paragraph stating that those
disclosures are omitted and that their inclusion might
influence a user's conclusion about your financial
condition.
Our engagement cannot be relied upon to disclose errors,
irregularities, or illegal acts, including fraud or defalca
tions, that might exist. However, we will inform you of any
such matters that come to our attention.

Phase II
Phase II consists of any of the following services you re
quest us to provide to implement your financial plan:
■ Technical advice to implement recommendations included in
your planning portfolio.
■ Independent technical analysis of investments and other fi
nancial products being considered to implement your finan
cial plan.
■ Computerized simulations of possible alternative financial
decisions.
■ Meetings and telephone conferences with our professional
personnel.

Box 2
(SSARS 6 language—alternative 2)
We will prepare a statement of financial condition to be
used solely to assist you and your advisors in developing your
personal financial goals and objectives. It may be in
complete or contain other departures from generally ac
cepted accounting principles and should not be used to
obtain credit or for any purposes other than to develop your
financial plan. We will not audit, review, or compile the
statement.

Compiled Financial Statements

It is understood that the nature of the projected financial
statements shall be as follows:
1. The projected financial statements will be based on your
assumptions concerning future events and circumstances.
Differences will probably exist between prospective and ac
tual results because events and circumstances frequently do
not occur as expected and those differences may be material.
2. We will assemble the projected financial information in the
form of financial statements, using the assumptions and
other bases for projections, that are your representations. We

Your Financial and Tax Profile will consist of the follow
ing compiled financial statements: Statement of Financial
Condition and Projected Statements of Cash Flow, Expenses,
Long-term Commitments, Taxable Income and a Projected
Investment Portfolio Analysis.

Continued on following page
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will not compile or examine the projected financial state
mentsand, accordingly, we will not expressan opinion or any
other form of assurance on them, including the reason
ableness of assumptions and other bases on which the pro
jections are based.
We will make the omissions from your financial statements
and projections that are described above, because such infor
mation is not essential to formulating your financial plan. Ac
cordingly, the financial statements in yourfinancial plan will not
be suitable for third party usage. As the need arises, we would
be pleased to assist you in ascertainingand developingfinancial
data specifically required by third parties, including creditors,
brokersand others.

Fees for Service
We estimate that our fee for Phase I services will be
$Phase I will be updated at least annually at which
time the extent of updating and the related fee may be agreed
upon. Our fees are based, in part, on the expectation that you
will: (1) complete portions of the Fact Gathering Questionnaire
and (2) make documents readily available upon request.
Our fee for services included in Phase II will be subject to
separate arrangements and based on our standard per diem
rates and the time required, plus expenses.
Invoices will be submitted monthly and are payable upon
presentation.
Additional services that you may request, such as tax
preparation and tax defense, will be subject to separate
arrangements.
Once again, we look forward to starting the financial plan
ning process with you and we ask that you sign the enclosed
copy of this letter and return it to us. This will indicate your
agreement with the terms of this engagement.

Very truly yours,

A unique new desk manual has been de
veloped by the AICPA to provide CPAs with
practical information on a broad range of general
business subjects. Chapters with special rele
vance to personal financial planners are:

■ Business Valuation
■ Investment Vehicles
■ Estates and Trusts

■ Estate Planning

■ Insurance
■ Employee Benefit Plans
■ Social Security
■ Financial Mathematics

Additional chapters cover taxes, employee
matters, government regulations and other topics.
AICPA members will be offered a special pre
publication price of $99.50 in a special mail an

nouncement in late January. Semiannual updates

are also planned to keep the material current.

Why is THE PLANNER
3-Hole Punched?
This newsletter has been 3-hole punched so

that it can be filed into a special tab in the new
AICPA Personal Financial Planning Manual. Be

_____________________ CPA

I approve of and accept the scope and terms described above.
CLIENT NAME

The Accountant’s Business
Manual.

ginning with this issue, the newsletter will be

bi-monthly.
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